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tivity. Health agency income up...By Al 
A complete reference source to articles Migliaro— May/June 1969, Page 47. 
appearing in Fund Raising Management since 
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don’t insure good hedge. Art treasures, 
diamondsrisky. . . By E. Michael Metz— 
May/June 1969, Page 50. 


Part of Sponsor-Membership Dues De- 
ductible In Certain Situations. . . By 








Index To 138 Ideas And Methods 
For Fund Raising Campaigns 


A complete reference source to articles appearing in 
Fund Raising Management since its inception. The 
guide is listed by basic subject matter. 


SOURCES OF FUNDS 
individuals 


Private Contributions Hit $15.8 Billion, 
AAFRC Says — More funds pouring into 
programs to solve urban problems as 
foundations, corporations increase ac- 
tivity. Health agency income up...By Al 
Migliaro— May/June 1969, Page 47. 


Institutional Investors Seek Haven From 
Inflation Spiral — Utility stocks offer 
best protection but most common stocks 
don’t insure good hedge. Art treasures, 
diamondsrisky. . . By E. Michael Metz— 
May/June 1969, Page 50. 


Part of Sponsor-Membership Dues De- 
ductible In Certain Situations. . . By 
J.K. Lasser Tax Institute— March/April 
1969, Page 54. 


Appreciated Value of Endowments Can 
Be Used As Part of Income — Research 
of existing law and court rulings by Ford 
Foundation team shows only semantics 
and tradition stand in way of use of 
funds. . . By Wiiliam L. Cary and Craig 
B. Bright— July/August 1969, Page 18. 


Meeting Donor’s Needs Is Key To Ob- 
taining Bequest Gifts — Fund raisers 
toooccupied with own institution’s needs 
to consider that donor has needs, too. 
Contributor concerned about family’s 
protection. . . By Raymond L. Killeen— 
July/August 1969, Page 40. 


People of Modest Means Can Make 
Large Gifts With Life Insurance — 
Executive outlines various types of pro- 
grams available. Says agents can help 
direct funds to charitable groups. . . By 
Walter H. Meier—July/August 1969, 
Page 49. 


When Is A Gift “Completed” For In- 
come Tax Purposes?. .. By J.K. Lasser 
Tax Institute—July/August 1969, 
Page 58. 


How To Get And Weigh Advice About 
Investment Portfolios. .. By M. Michael 
Metz—July/August 1969, Page 54. 


Mitis Seen Pushing Tax Reform In Drive 
To House Speakership...By Arthur 
Brandel— July/August 1969, Page 60. 


Donor Profile Helps Tailor Appeals To 
Varied Groups Among Contributors — 
Techniques for making surveys outlined. 
Analysis of data shows up differences in 
socio-economic status and degree of 
interest in organization. . . By Ralph W 
Sanders—September/October 1969, 
Page 25. 


8% Bonds Lure Investors As Inflation 
Restraints Take Hold . . . By E. Michael 
Metz — September/October 1969, 
Page 57. 


How Donor Can Trim Tax Bite By Giv- 
ing Away His Residence. . . By J.K. Las- 
ser Tax Institute — September/October 
1969, Page 64. 


Could You, Would You Answer These 
Queries From A Prospect? — Three per- 
cent of all contributors are careful but 
they represent lion's share of total amount 
donated. Answers to probing questions 
bring largest gifts...By Robert F. 
Sharpe — November/December 1969, 
Page 38. 


Mutual Fund Technique Applied To De- 
ferred Giving Program — Arrangement 
allows investor to build up income 
source for future years when tax bite de- 
clines. Installment payment feature up- 
grades donor. Based on charitable re- 
mainder trust arrangement. — Novem- 
ber/December 1969, Page 40. 


Current Stock Prices Suggest Market Is 
In Low-Risk Area... By E. Michael 
Metz — November/December 1969, 
Page 57. 


Gift Of Life Insurance Policy Conveni- 
ent and Uncomplicated. . . By J.K. Las- 
ser Tax Institute— November/December 
1969, Page 64. 


A Report On American Philanthropy — 
Private Sector — Keynote address be- 
fore delegates to National Council on 
Philanthropy Conference spells out basic 
conflicts between public and private in- 
terests...By Peter G. Peterson — 
January/February 1970, Page 12. 


The Tax Reform Act of 1969 A Threat 


to Philanthropy — Testimony presented 
to Senate Committee on Finance notes 


drastic effects on private giving if made 
law. Calls bill complete reversal of legis- 
lative philosophy...By John J. Schwartz— 
January/February 1970, Page 16. 


Investment Strategy Attitudes To 
Change In Years Ahead... By E. Mi- 
chael Metz — January/February 1970, 
Page 57. 


Bookkeeping Entry No Basis For Charit- 
able Deductions. .. By J.K. Lasser Tax 
Institute — January/February 1970, 
Page 64. 


Conversation And Coverage Are Key to 
Deferred Gifts — Need to persevere even 
when prospect seems to be playing games 
demonstrated. Some prospects decide 
quickly, some take years. . . By Ralph E. 
Raymond — March/April 1970, Page 14. 


Consider Master Planning When Raising 
Large Sums — Too often, donors don’t 
know what they’re asked to give for. 
Short and long range master planning 
canovercome many objections and make 
your path much easier. .. By David E. 
Miller — March/April 1970, Page 20. 


Attorney General's List of Subversive Or- 
ganizations — Published as a public serv- 
ice for our readers. Contributions to these 
organizations are not tax deductible. — 
March/April 1970, Page 50. 


Analysis of 1969 Tax Act. . . Effects On 
Philanthropy. . . By J.K. Lasser Tax In- 
stitute — March/April 1970, Page 66. 


Educate Your Constituents About De- 
ferred Giving — Deferred giving is a 
highly specialized field. To be success- 
ful, you'll have to break down various 
categories of potential donors and zero 
in on extensive informational programs. 
...By Frampton Davis — May/June 
1970, Page 46. 


The Role of Life Insurance In Effective 
Fund Raising — Life insurance programs 
can be a unique and valuable tool for 
the alert fund raiser. Gifts of insurance 
can obviate much of the cost, confusion 
and controversy associated with giving 
through wills... By W.R. Anderson — 
May/June 1970, Page 30. 


Why Not Find Out Public Attitudes On 
Fund Raising? — Many fund raisers 
launch large fund raising campaigns 
without being sure they know exactly 
what the public thinks. A little thought 
and research may make a difference. . . 
By Burns W. Roper — May/June 1970, 
Page 52. 


Items Regarding Taxes To Assist Fund 
Raisers. .. By J.K. Lasser Tax Institute 
— May/June 1970, Page 62. 


Would College By Another Name Smell 
As Sweet As $5 Million? — Small mid- 
western college seeks answer in ads of- 
fering to change it name in return for 
contribution. Gets six ‘promising’ re- 
sponses. — March/April 1969, Page 43. 


Alumni Assn. Recruits Students In Birth- 
day Gift Program — Parents buy life 
membership as gift. Campaign wins top 
award in Innovation in Educational Fund 
Raising Contest. Endowment program, 
cartoon series win other awards. — May/ 
Jul e 1969, Page 42. 


Campus Disorders Have Mixed Effect 
On College Funding — Spot check of 
universities reveals no clear pattern. 
Some fall-off in number of givers re- 
ported but those giving take up slack 
with larger gifts. — July/August 1969, 
Page 33. 


Cal Tech’s Deferred Gifts Campaign 
Wins Top Award In NFRC Competi- 
tion — St. Louis Jewish Hospital takes 
second place with community relations 
project. Vermont hospital and Brooklyn 
Epilepsy group share third prize. — July/ 
August 1969, Page 38. 


Group Travel Helps Institutions 
Strengthen Ties With Constituency — 
Financially troubled, church-related col- 
lege uses free time during overseas tour 
to gain alumni involvement in funding 
program. Also profits from tour sales. . . 
By MQGvin G. Pursinger — July/August 
1969, Page 47. 

Look, Ma, No Computers, Or Survival 
Among The File Drawers — Complex 
questionnaires hurt response while get- 
ting useless data about alumni. Simplifi- 
cation reduces update time from one 
hour to five minutes... By Donald F. 
Flatham — September/October 1969, 
Page 30. 


Alumni Giving On Upswing As Corpo- 
rate Gifts Lag — CFAE report shows 
college alumni fastest growing source of 
gifts. Foundation support turns upward 
after two-year lag. — September/Oc- 
tober 1969, Page 41. 


How To Win Friends And Gain Dollars 
In Small College Town...By Bob 
Havins — September/October 1969, 
Page 49. 


Boston U. Offers Alumni Chance To 
Support Individual Colleges — Funds 
allocated to individual schools and col- 
leges within university on basis of alumni 
contributions. Plan spurs alumni gifts to 
annual campaign. — November/Decem- 
ber 1969, Page 35. 


Estate Planning Course Doubles As 
Deferred Gifts Program — Marquette 
University emphasizes total financial 
planning in pamphlet series and semi- 


nars for professional financial planners. 
Stirs interest among lawyers, trust offi- 
cers. — November/December 1969, 
Page 44. 


Parents’ Fund Hits New Plateau Using 
Personalized Letters — Dissatisfied with 
84% boost in income, St. Lawrence 
University tries double challenge and 
personalization to reach higher goal. 
Computer plays vital role. — November- 
/December 1969, Page 49. 


Town And Gown Join Hands In Audi- 
torium Fund Drive — State University 
gains community support for Performing 
Arts Hall as inflation forces boost in 
goal in midst of campaign. . . By James 
P. Banks — November/December 1969, 
Page 20. 


Recognition In Alumni Magazine Helps 
Double Annual Giving — Solicitation 
letters ask for news about alumni in 
effort to solidity alumni-school relation- 
ship. Magazine plays vital role. — Jan- 
uary/February 1970, Page 47. 


How To Keep Them Giving In Educa- 
tional Fund Raising — The old school 
tie can come unravelled quickly if you 
don’t use follow up and follow through 
in your fund raising efforts... By 
William E. Sheppard — May/June 1970, 
Page 12. s 


The Phonothon: The Anatomy Of A 
Fund Raising Technique — It may seem 
easy enough to solicit alumni for con- 
tributions by telephone, but your well- 
meant efforts may wind up a large 
disaster unless you know all the pros 
and cons. Here they are. .. By Robert 
F. Semple — May/June 1970, Page 24. 


Presidents And Boards Of Trustees In 
Fund Raising — Many college presidents 
are hired for their fund raising ability. 
The successful executive will research 
and plan for months before approaching 
prospects and launching a campaign. . . 
By Laurence O. Pratt — July/August 
1970, Page 26. 


Fordham Alumni Gifts Geared To In- 
sight And Perspective — This well 


“known university fosters a feeling of 
- lifelong relationship with its alumni 


by relating its past and present to former 
students. A well integrated direct “mar- 
keting” plan has brought unprecedented 
results. .. By Robert L. Torre — July/- 
August 1970, Page 39. 


Cartoon Mailings Update Alumni List, 
Fund Donors — A previous soliciting 
campaign conducted by the Newark 
College of Engineering showed inaccu- 
rate lists. A humorous mailing brought 
a 65% response which created new 
alumni interest and money for NCE. 
By John P. Hemeleski — September/- 
October 1970, Page 37. 


American Alumni Conference Hits Hard 
At Academia — Keynoters sound call 
to faculty and administrators to reor- 
ganize institutions on bases for which 
they were founded. Namely, to educate. 
Internal and external pressures dis- 
cussed. — September/October 1970, 
Page 50. 


Yale University Styles Goals, Interest 
for Donors — A capital campaign by 
Yale finds not only generated money 
but interest and support for the college. 
This school’s tactical approaches cus- 
tomize goals for donors and campaign 
success despite recent campus turmoil 
... By James R. Blanning — November/ 
December 1970, Page 21. 


Civic, Cultural, 
Health Institutions 


Cake Sales To Pro Golf Tourney —How 
Auxiliaries Raise $300,000 — Four 
women’s groups with 3,300 members 
engaged in wide variety of activities. 
Meaningful, satisfying tasks are key to 
keeping volunteers interested and work- 
ing... By William Bailey — March/- 
April 1969, Page 16. 


A Novel Approach Triples Gifts From 
In-Office Fund Campaign — After series 
of goofs, ad agency management comes 
up with bright, light campaign that 
boosts participation and size of em- 
ployee contribution to N.Y. Community 
Fund...By Thomas L. Collins — 
March/April 1969, Page 22. 


How Aquarium Gained Broad Support 

After Capital Campaign — Boston group 

follows $5 million capital fund drive 

with mail solicitations for continuing 

support... Demographic data ferrets- 
out prospects. Testing methods out- 

lined. . . By John H. Cunningham, Jr. — 

March/April 1969, Page 28. 


The Atlanta Cultural Center — A Case 
Of Too Much Too Soon — Atlantans 
had no trouble raising $13 million for 
building project as tragedy spurred them 
on. But now the Municipal Theater is 
in deep financial trouble. Why?. . . By 
Jim Rankin — March/April 1969, Page 
41. 


$25 Million Year In Offing As All-Media 
Drive Scores — Christian Children’s 
Fund uses TV, radio, magazines and 
direct mail in coordinated effort over 
8-year span and sees income rise from 
$4 million a year to $25 million. . . By 
Jerald Huntsinger — March/April 1969, 
Page 48. 


Library Uses 1927 Blueprint In Success- 
ful Capital Drive — Coming off dismal 
failure in 1956, volunteer group exam- 
ines earlier past and finds success stem 
from widespread publicity. Opens new 
wing this June... By Mrs. Amedee J. 
Cole — May/June 1969, Page 26. 








Cyclical Stocks Present Interesting Op- 
portunity... By E. Michael Metz — 
May/June 1970, Page 60. 


Copy Lists, Segmentation In Political 
Fund Raising — Four experts in the po- 
litical arena discuss various aspects of 
raising money to support political candi- 
dates. Like anything else that gets re- 
sults, it’s not all that easy — July/August 
1970, Page 17. 


Choosing Right Securities For Donations 
Is Important. .. By J.K. Lasser Tax In- 
stitute — July/August 1970, Page 60. 


Tax Law, Cash Donations And Travel 
Expenses Discussed... By J.K. Lasser 
Tax Institute — September/October 
1970, Page 62. 


Real Estate Donations Of-er Benefits 
Under 69 Tax Law... By J.K. Lasser 
Tax Institute — November/December 
1970, Page 64. 


Fund Raising F or Peace Gains Adherents 
In Business... By Arthur Brandel — 
November/December 1970, Page 60. 


Foundations 


Universities Urged To Aid Foundations 
Define City Ills — Foundation head says 
researchers should help foundations de- 
cide where their money should go to 
help solve urban problems brought on by 
social change. . . By James L. Kunen — 
May/June 1969, Page 16. 


Tax Clampdowr On Foundations, Other 
Groups Pick Up Steam... By Arthur 
Brandel — May/June 1969, Page 60. 


Proposed Curbs On Foundations May 
End Support Of Innovative Research — 
Government's burgeoning role in all 
areas of social change renders them 
“politically sensitive” thus curbing role 
of foundations in supporting social 
change. . . By Dana Creel—July/ August 
1969, Page 43. 


Raising Funds From Foundations Is 
Hard But Rewarding Work — A spe- 
cialist in the field outlines the tools and 
approaches to foundations and tells how 
to get general purpose grants. .. By 
Joseph Dermer — September/October 
1969, Page 20. 


How To Set The Ground For Success- 
ful Fund Drive — Panelists outline pro- 
gram to raise funds from foundations, 
through special gifts and by direct mail 
in discussion with imaginary organiza- 
tion— September/October 1969, Page 34. 


Innovative Thinking Is Key To Success- 
ful G ...By William J. 
Hill—September/October 1969, Page 47. 


Foundation Tax Curbs Seen As Aid To 
Public Acceptance. .. By Arthur Bran- 
del—November/December 1969, Page 
60. 


How To Raise Money When Working 
With Foundations — Speech delivered 
to Hospital Fund Development Institute 
gives some techniques for making foun- 
dation requests. Types and purposes of 
foundations discussed... By Andrew 
Pattullo — January/February 1970, Page 
20. 


Report On Foundation Self-Policing Pro- 
gram — A statement given at the Na- 
tional Council on Philanthropy Confer- 
ence, November 11, 1969, on a code of 
ethics. .. By William C. Archie — Jan- 
uary/February 1970, Page 22. 


Congress May Be Taking Another Look 
At Foundations. . . By Arthur Brandel— 
May/June 1970, Page 66. 


Foundations In The "70's Will Undergo 
Many Changes — An expert in the foun- 
dation field reveals his objective look at 
foundations and their practices for the 
decade ahead. How tax reform will slow 
philanthropy...By Dr. Manning M. 
Patillo — July/August 1970, Page 11. 


Examination of Foundations Sets Cli- 
mate For Change...By Arthur Brandel— 
July/August 1970, Page 64. 


Collision Course Ahead F or Foundations 
And Congress?. . . By Arthur Brandel — 
September/October 1970, Page 66. 


The Games Foundation and Develop- 
ment People Play Now — A specialist in 
communications explores the manner- 
isms of development and foundation peo- 
ple in securing funds for education. A 
look at philanthropy in a decisive mo- 
ment in its fight for existence. . . By J. 
Richard Taft — November/December 
1970, Page 10. 


Finances, Criteria, Tax Law Put Foun- 
dations on Trial — A member of the foun- 
dation “establishment” examines life 
under the Tax Reform Act of 1969. Foun- 
dations are hard-put to justify grant 
policies, financing and existence under 
scrutiny of public spotlight in 1970's. . . 
By Martha R. Wallace — November/ 
December 1970, Page 13. 


Federal Giving 


Money, Economics, Politics May Force 
Reassessment... By Arthur Brandel — 
January/February 1970, Page 60. 


Grant Administration — Rules Require 
Diligence And Care — Getting a govern- 
ment grant is not always easy, and when 
you get it you must follow the regula- 
tions carefully or wind up in trouble. . . 


By Russell E. Merritt — March/April 
1970, Page 41. 


Tight Federal Funds May Affect Fund 
Raisers. . . By Arthur Brandel — March- 
/April 1970, Page 62. 


TYPES OF GIVING 
Religious Giving 


Is A House Publication A Fund Raising 
Vehicle? — Answer depends on many 
factors but, primarily, house organs 
should be viewed a part of total planned 
public relations, says this specialist. . . 
By Rev. Edward J. Gorry — September/ 
October 1969, Page 16. 


Roman Catholic Group Adopts Code Of 
Ethics For Membership — Aimed pri- 
marily at direct mail fund raising. Cites 
abuses of good taste and sound business 
practices. Individual parishes not af- 
fected by code. — November/December, 
Page 52. 


Lutheran Church DMAA Award Winner 
For Open Housing Fund Drive — Fea- 
tures Christian approach to kaotty social 


and civic problem. — January/February 
1970, Page 48. 


Sunday Church Collections Aren't What 
They Used To Be — A former pastor 
outlines steps toward increasing weekly 
church gifts. He analyzes the attitudes 
and pitfalls of laboriously paying church 
commitments with small donations each 
Sunday, and how to appeal for larger 
funds. . . By Stanley G. Matthews — No- 
vember/December 1970, Page 46. 


Hospitals 


A Hospital's Fund Raising Problem In 
The Federal City — Because this hospital 
is located in Washington, D.C.., residents 
feel it is government supported. The 
mental block brought on by such think- 
ing must continually be clarified. . . By 
I. Brewster Terry — November/Decem- 
ber 1970, Page 16. 


Education 


Deferred Gifts Program Leads To High- 
er Regular Donations — Leading author- 
ity on deferred giving outlines steps 
necessary to launch successful program 
.. . Describes types of gifts donors may 
make. . . Donor benefits from many. . . 
By Robert F. Sharpe — March/April 
1969, Page 38. 


Congressman Argues For Pian To Aid 
Private Universities — Proposes annual 
tax credits to build tuition fund, make 
loans to students and colleges. Cites 
rising costs. Says shrinking enrollment 
in private schools endangers academic 
freedom...By Fred Schwengel — March/ 
April 1969, Page 43. 
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Girl Scouts Earn And Learn As Cookie 
Sales Spiral — Product identity with 
organization vital to success. Licensed 
bakers tightly controlled. Sales of 82.5 
million boxes projected for 1969. . . By 
J. Bruce D’Adamo — May/June 1969, 
Page 34. 


Too Pressed For Quick Income To Wait 
For Deferred Gifts? — If so, you'll be 
surprised by results of study by Ameri- 
can Cancer Society which shows that 
more than half of the gifts are paid in 
less than two years... By Robert A. 
Saunders — May/June 1969, Page 37. 


Something You Don’t Need May Be 
Worth Thousands — Connecticut 
Shakespeare Festival Theatre sells used 
costumes from bard’s plays. Gains wide- 
spread publicity besides dollars. — 
May/June 1969, Page 45. 


Tax Reform Proposals Seen Hurting 
Non-Profit Groups. .. By Arthur Bran- 
del — March/April 1969, Page 56. 


Thrift Shop Income Taxable Unless Set 
Up In Proper Way. . . By J.K. Lasser — 
May/June 1969, Page 58. 


Matching Constituency To Programs Is 
Key To Effective Fund Raising — Attract 
broad spectrum of community by pro- 
moting specific programs to individual 
groups based on people’s interests. Or- 
ganizational phase vital to success. . . By 
Fred W. Schulzke — July/August 1969, 
Page 29. 


Relevancy To Urban Crisis Keys Na- 
tional Fund Raising Conference — 
Three-day New York event attracts 500 
from throughout nation. Speakers, audi- 
ence show concern over effect of urban 
ills on fund raising effectiveness. . . By 
Al Migliaro — July/August 1969, Page 34. 


Volunteer Selection And Training Is 
The Key To Campaign Success — Giv- 
ing potential least important of seven 
attributes to look for in recruiting volun- 
teers. Argues against small volunteer 
force. .. By Herbert N. Heston — Sep- 
tember/October 1969, Page 42. 


What You Need To Know To Recruit 
Volunteers... By Barbara Bolton — 
September/October 1969, Page 43. 


Can Government Harness Volunteers 
For Urban War?. .. By Arthur Brandel 
— September/October 1969, Page 60. 


Credit Card Giving Boosts Number And 
Size Of Gifts — Pilot test in California 
Christmas Seal Appeal shows former 
contributors hike gift three times. Aver- 
age credit card gift hits $4.92 compared 
with $3.05 non-card donation... By 
Helen J. Jones — November/December 
1969, Page 14. 


Special Privileges For Donors Boosts 
Athletic Fund Income — Ticket sales, 
parking privileges allotted on basis of 
contribution size. Hikes income five 
times despite long losing streak... By 
Edgar O. Barrett — January/February 
1970, Page 39. 


Bible Society Employs ‘Love’ Theme In 
Direct Mail Drive — Sheet of seals 
featuring Bible phrases on love in psy- 
chedelic art motif lend ‘relevancy’ to 
high scoring campaign. — January/- 
February 1970, Page 43. 


American Museum “Sells” Flora And 
Fauna To Gain Members — Selected 
lists cater to special interest groups for 
17% gain in combined circulation-mem- 
bership drive. — January/February 1970, 
Page 44. 


Antique Automobile Club Computerizes 
Membership List — Simple system 
handled by local SBC clears out bottle- 
necks, speeds on-time mailing and lessens 
confusion. Tailored transmittal form 
used. .. By William E. Bomgardner — 
January/February 1970, Page 50. 


“Lavish The Library” Drive Uses Multi 
Media Approach — Direct mail speakers 
and newspapers all contribute to success 
of program for obtaining fixtures and 
furniture for Florida Library. Involve- 
ment and recognition were key factors 
...By Joyce Megginson — March/- 
April 1970, Page 22. 


(al 


National Conservation Trust Develops 
Mail Love Affair — At first, a half million 
mailing brought only a .35% response. 
A good look at formats, lists and copy 
turned the tide for this nationally 
chartered organization which preserves 
historic sites... By Mimi Micheline — 
March/April 1970, Page 46. 


Effective Letter Fills The Coffers Of 
Junior Chamber — Successful technique 
in fund raising for South African Junior 
Chamber of Commerce described. Civic 
minded organizations in high and middle 
brackets respond to approach which 
preprints company name on JJCC letter- 
head. .. By W.H. Munczinski — May/- 
June 1970, Page 21. 


Salvation Army Increases Donors By 
3000% Im 12 Years — The Southern 
California division of the Army moved 
from shoe box files to computers. Testing 
and more testing with various types of 
letters proved to be the key to success 
... By George S. Johnstone — July/- 
August 1970, Page 22. 


Letter Copy Change Ups Dollars For 
Democrats — The basic problems of 
the Democratic Party’s direct mail 
campaign were no different from any 
other marketing problem: lists copy, 
and testing. . . By Olga Gechas — July/- 
August 1970, Page 48. 





Fund Raising And The Arts — Don't 
Be A Might Have Been — Many cultural 
institutions lack an appreciation of the 
necessity for a business-like, documented 
presentation when seeking support. An 
outsider’s look at an insider’s problem 
... By George Alan Smith — September- 
/October 1970, Page 20. 


“Relevance:” Key Concept In A Local 
Charity Drive — Bucking the tide of 
inflation, a late start for a campaign, 
and an- increased goal seemed to pre- 
sent obstacles that were insurmountable. 
But relating to people and the community 
in a realistic way, plus good organization, 
brought success... By Richard Jordan 
— September/October 1970, Page 22. 


The Marketing Concept In Fund Rais- 
ing Is Coming — Modern marketing 
practices in the commercial world apply 
equally in the world of philanthropic 
giving. Find out what your donor needs, 
develop meaningful programs and in- 
duce him to keep choosing your organi- 
zation above others...By Seymour 
Stark — September/October 1970, Page 
42. 


Fund Raising Legislation Must Be Flex- 
ible and Fair — If regulatory procedures 
for public solicitation of funds are not 
to become whimsical and chaotic, law 
makers must be responsive to needs of 
municipalities and probe deep for 
equitable answers to problems... By 
David M. Courtman — November/- 
December 1970, Page 25. 


Inter-Agency Cooperation: New Route 
To Federal Funds — When the YMCA 
campaign in ‘Southwestern Vermont 
ground to a halt, new avenues of a capi- 
tal fund program had to be found. Per- 
sonal contact, innovations and creative 
thinking brought federal funds and 
success. .. By Robert J. Foxen — Nov- 
ember/December 1970, Page 28. 


PROFESSIONAL, CREATIVE, 
AND TECHNICAL ASPECTS 


Consultants 


Are You Ready For A Campaign? Here's 
One Way To Find Out — Leading fund 
raising counsel outlines method used in 
survey-study to determine degree of sup- 
port you can expect. . . Helps find poten- 
tial sources of lion’s share of gifts. . . 
By David S. Ketchum — March/April 
1969, Page 35. 


What Is A Fund Raiser?. . . By Charles 
H. Branch — March/April 1969, Page 
66. 


Candidate’s Timing Raises Havoc With 
Fund Raiser’s Need For Time — What 
can a political fund raiser do when the 
politician is not ready to announce his 
candidacy but the fund raiser needs 
time? Here’s an effective answer. . . By 








Richard A. Viguerie — 
December 1969, Page 27. 


November/ 


An Industrialist Takes A Look At The 
World And Philanthropy — Voices con- 
cern over tendency of institutions to 
stagnate. Cities accelerating rate of 
change as signal to organizations to alter 
strategies to meet today's needs... 
By F.L. Byrom — November/December 
1969, Page 30. 


How To Raise Money Even Though 
Y ou're Religious — A philosophical look 
at the role of a fundraiser, the thoughts 
you should have as you ready your ap- 
proach to the donor. . . By Gaylord Bri- 
ley — March/April 1970, Page 17. 


The Virtues Of Diversity In Private Vs. 
Government Funds — A philosophical 
approach to diversity and pluralism in 
philanthropy. If the present structure of 
organized charitable giving is to be pre- 
served, it must be given sufficient scope 
to work its pathways... By J. Kellum 
Smith, Jr. — July/August 1970, Page 14. 


Analyzing The Needs For Philanthropy 
In The 70's — A professional fund- 
raiser assesses the requirements of phil- 
anthropic work in the future. Recruiting 
experienced personnel, making fund- 
raising relevant to the bigger demands of 
the future, and redefining goals are in 
order. .. By Robert F. Duncan — July/ 
August 1970, Page 45. 


Boston Symposium Brings Out Problem 
Solving Techniques — Four experts dis- 
cuss problems that have arisen in fund 
raising and how they set about solving 
them. Here is a ‘cram course’ in the new- 
est thinking on obtaining maximum dol- 
lars in a changing scene — September/ 
October 1970, Page 12. 


Maintaining Contributions In An Infla- 
tionary Economy — In today's economic 
climate, a fund raising consultant offers 
six positive steps for upgrading campaign 
results in the face of decreasing cor- 
porate, foundation, government and pri- 
vate donations. . . ByRichardJ.Crohn — 
September/October 1970, Page 27. 


How To Write A Successful Fund Rais- 
ing Letter — An over-the-shoulder peek 
at the work of a free lance fund raising 
copywriter as he plies his trade. How good 
letters evolve and get involved with the 
recipient's life style...By Luther A. 
Brock — September/October 1970, Page 
29. 


Hard Alternatives Facing Nonprofit In- 
stitutions — A professional fund raiser 
evaluates alternatives facing nonprofit 
institutions in the new financial market- 
place. The problems, he contends, gen- 
erate new opportunities for methods, 
goals and increased performance. . . By 


Norman J. Groh — September/October 
1970, Page 32. 


Why Not A Professional Fund Raising 
Reference Center? — It is time, says 
this author, for practitioners in a $17 
billion industry to lift themselves from 
the rank of vocationalists to professionals 
by establishing a national center of infor- 
mation for the benefit of all society. . . 
By Mark J. Apsey — November/Decem- 
ber 1970, Page 34. 


A Professional Asks: Fund Raising, Proc- 
ess Or Result? — Volunteer and profes- 
sional fund raisers alike can now make a 
clear distinction about a problem that has 
bothered many people involved in philan- 
thropy. Here are clear cut guidelines. . . 
By William Freyd — November/Decem- 
ber 1970, Page 36. 


Ways of Getting Top Mileage From The 
Reply Envelope — Here's a case on the 
importance of return envelopes in a fund 
raising campaign. An examination of the 
crucial elements that make up a success- 
ful return envelope and the relevance to 
an appeal. . . By William E. Sheppard — 
November/December 1970, Page 51. 


Computers, Marketing, 
Direct Mail 


The Computer Can Make Money, If 
You Use It Intelligently — Machine is 
more than a fast typewriter and address- 
ing tool. It helps improve income and cut 
costs. Donor selectivity is key... By 
Richard J. Crohn — July/August 1969, 
Page 24. 


How To Think About Direct Mail (In 
Fund Raising) — Successfully using di- 
rect mail is both an art and a science in 
applying fundamental principles of get- 
ting the right message in the right dress 
to the right people at the right time. — 
January/February 1970, Page 24. 


How To Think About Writing Direct 
Mail Letters — One of the most impor- 
tant and least studied aspects of fund 
raising is the writing of letters that sell 
your program. Here are the rules profes- 
sionals use.— March/April 1970, Page 26. 


Can Computerization Help Your Fund 
Raising Efforts? — There are many re- 
wards for computerizing your operation. 
But follow a logical procedure before 
you get too involved or you may regret 
it... By Stanley J. Fenvessy — March/ 
April 1970, Page 38. 


Raising Money for Overseas — A Compu- 
ter Analysis — The world is getting 
smaller but many of us still have miscon- 
ceptions about the attitudes of people 
living in various parts of the country. 
This computer study dispels some of the 


myths and offers facts, not opinions. . . 
By Seymour Stark — May/June 1970, 
Page 13. 


Direct Mail Fund Raising Works If You 
Use Psychology — Many excellent psy- 
chological and motivational factors are 
at work for fund raisers if the proper ap- 
proach is made to the prospective donor 
and if he is treated with respect and 
thoughtfulness. Thought on your part 
can pay handsome dividends...By Jerald 
E. Huntsinger — May/June 1970, Page 16. 


Lists When Using Direct Mail How To 
Think About Mailing — One of the most 
important, but sometimes neglected and 
aggravating aspects of fund raising, is 
the acquisition of a productive mailing 
list. Here are some “must” rules to live 
by. — May/June 1970, Page 35. 


What You Should Know About Testing 
Your Direct Mail — All things being 
equal, testing mailing pieces can save 
untold dollars and bring greater results 
in the long run. But testing must be ap- 
proached with care and is not a cure- 
all. — September/October 1970, Page 30. 


Time Sharing Computers Can Modernize 
Old Donor Lists — Children’s Aid Socie- 
ty of New York installs time sharing fa- 
cility to update, upgrade donors. System 
offers economy and immediate access to 
storaged data for fast processing and ac- 
knowledgement of contributions. . . By 
Lester J. Newell — September/October 
1970, Page 45. 
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